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Dear Colleague,

In 2008, the NEA Foundation engaged in a series of conversations with NEA affiliates interested
in establishing an allied foundation or strengthening their philanthropic capacity. In these
conversations, NEA affiliate representatives consistently identified three things that could help
them advance their philanthropic work

• A brief video presentation, targeted at affiliate trustees, to introduce the idea of creating
an allied foundation;

• A toolkit, targeted at allied foundation planners and managers, laying out the steps in
establishing an allied foundation or strengthening an under utilized foundation; and

• A way of connecting allied foundation staff (who are almost always also affiliate employees)
with one another, creating a virtual learning community.

The NEA Foundation has created this toolkit in response to affiliates’ requests. It is being
distributed both as a stand alone PDF, available on the NEA Foundation website, and on DVD
where it is accompanied by the requested companion video for trustees. The toolkit also
provides information about joining a virtual community of NEA affiliate allied foundation
managers, which is under development at this writing.

It is our hope that in producing and disseminating these tools, the NEA Foundation helps
strengthen NEA affiliates’ capacities to cultivate and maintain financial and functional
partnerships with affiliate members, members in retirement, corporations, foundations, and
individual philanthropists as a means of advancing public education.

Sincerely,

Harriet Sanford, President & CEO
NEA Foundation
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Introduction

An affiliate allied foundation is an independent charitable organization linked to an NEA affiliate
through a common purpose. Allied foundations provide an opportunity to gather and distribute
ideas, energy, and funds that might not otherwise be available to the NEA affiliate in advancing
its mission. These allied foundations can increase the number and kind of stakeholders
committed to public education. Often, affiliate allied foundations support academic attainment
through special projects, provide resources for teachers seeking training or National Board
Certification, help students in need obtain necessary resources, or provide scholarships for the
children of the affiliate’s members.

In addition to common purpose, allied foundations are often linked to affiliates via shared staff,
directors, administrative services or space. Cooperation in communicating with members and
other partners constitute another common link.

NEA affiliates establish allied foundations for any of several reasons. Sometimes, allied
foundations emerge from a particular organizational need the affiliate faces, such as a desire
for a more affirmative public perception of its work and role, or the need to foster a public
regard for educators as professionals. Others have been born out of a specific opportunity to
partner with a corporate giver or to establish a memorial fund honoring a member’s
professional contribution at the time of their passing.

Of course, allied foundations are able to offer donors tax advantages; a portion of any individual
or corporation’s gift to a foundation is tax deductible to the donor. Those tax advantages can
stimulate giving to causes the NEA affiliate and the donor share an interest in advancing.
Whichever reason or reasons play into a particular NEA affiliate’s interest, this toolkit is
designed as a starting point, providing pointers for how and why an NEA affiliate might
investigate and establish an allied foundation. Affiliates with under utilized or moribund
foundations can also use this guide to discover strategies and resources to revitalize their
philanthropic work. While the scope of this toolkit is modest, it provides links to a whole world
of other, useful resources. Taken together, these resources can put an interested affiliate well
on their way to a successful philanthropic structure and strategy.
4

Considering the Question

Considering the Question

Create an Inquiry Group
Affiliate boards can begin to investigate allied foundations as an option by identifying a small
Inquiry Group to study the issue. This group might consist of two to three board members and a
staff member. A specific amount of work time should be allocated for the staff member to
support the work of the group. The affiliate board chair should establish a timeline for the
Inquiry Group’s investigation, and schedule a presentation to the full board on a specific date.
Though timelines will vary, it could take a full year to investigate the issue thoroughly. A lead staff
person might need two to four hours a week during the investigation to fully support the
exploration, depending on the Inquiry Group’s overall timeline.
Since allied foundations are nonprofit organizations, it may be wise to select Inquiry Group
members who have experience in the workings of nonprofits. If you have willing board
candidates who have served on other foundation boards, so much the better. Include people
who are curious, creative, and flexible thinkers; your inquiry will be richer for it.
Learn from your Peers
Perhaps the best single way to initiate an investigation of what an affiliate allied foundation can
be is to become familiar with at least a sample of those that already exist. You can access a list
of these foundations in the Resources section at the end of this document. One strategy for
learning about existing foundations is for each member of the Inquiry Group to interview
managers of two affiliate allied foundations and share their learning with the full Inquiry Group.
Learning from peers can fuel deliberations about how an allied foundation could
advance your own affiliate’s work.
Allied foundations can advance an affiliate’s work in many ways. Here are some
examples from the field:

Connecticut Education Association and the Connecticut Education Foundation
The Connecticut Education Foundation offers basic needs grants to impoverished children
nominated by association members, assistance to association members facing catastrophic
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circumstances, scholarships for future teachers including the children of association and
staff members as well as for and minority candidates, and a holiday giving program. The
foundation is funded by special events, investment earnings, modest corporate partnerships
and sales along with a substantial direct annual contribution from the Connecticut
Education Association’s general revenues.

Education Minnesota and the
Education Minnesota Foundation for Excellence in Teaching and Learning
The Education Minnesota Foundation for Excellence in Teaching and Learning makes grants
in support of educational excellence and links educators to grant-seeking skills and grant
making opportunities. Grant programs include classroom teacher grants, awards to nonprofit
organizations providing professional development services to Education Minnesota’s
members, grants to major programs with broad-based impact on policies and practices in
professional development, and grants to support professionals seeking to gain and share
specific, needed professional skills.
The Foundation is staffed by employees of Education Minnesota. It is funded via a $5/year
check-off associated with annual Education Minnesota dues and a unique agreement with
Education Minnesota’s benefits management firm. Less than 4% of the affiliate’s members
exercise their option to decline the annual check-off, which makes member donations the
main support for the foundation’s work. The combined results of the Foundation’s major
revenue sources being relatively automatic are two. First, the Foundation offers stable
programs over time; and second, it reduces in-house effort with regard to fund development.

The Utah Education Association and the Children at Risk Foundation
Utah’s Children at Risk Foundation has its roots in both special purpose fundraising and a
one-dollar per member drive. Over the years, the Children at Risk Foundation has provided
scholarships to children facing obstacles, small grants to teachers for classroom projects,
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and scholarships especially for members of ethnic minorities and for people wanting to
become teachers of high-risk learners. The foundation has been a supplemental service
provider under NCLB, secured a bequest gift, received occasional gifts from individuals, and
served as a vehicle for business partnerships for things like teacher recognition awards, free
library books, and Read Across America. Currently, the Foundation has a unique partnership
with State Farm Insurance and the Utah Jazz basketball team in which grants are awarded to
teachers each time the Utah Jazz scores at a game.

The North Carolina Association of Educators and the
North Carolina Foundation for School Children
The North Carolina Foundation for School Children was established as a way to help needy
children. Currently, the foundation raises funds by soliciting corporate partners. There are
approximately 19 active partners, about half being vendors to state affiliate offices and half
simply being drawn to helping needy children. Additionally, the foundation has benefited from
a member’s choice joint contribution to both the education PAC and the foundation. Dollars
contributed have been divided according to a formula: of every $12 contributed, $2 reach
the foundation and $10 reach the PAC. The Foundation provides grants to needy students,
grants to support parent participation in low-wealth districts, professional development
grants to the affiliate’s members, and support for a highly successful high school-based
teacher cadet program designed to help North Carolina grow its own educators.

Assess Need
Your Inquiry Group can begin by considering whether or not there is a real need in your state
or local region for an allied foundation or for strengthening one that exists but may be under
resourced or under utilized. Consider basic questions like

• Are there any particular circumstances or opportunities that have driven your affiliate
to explore an allied foundation? What are they? Some affiliate allied foundations were
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created to respond to a specific partnership opportunity. Others were created to allow
for the cultivation of such prospects.

• What unique attributes, resources, and competencies does the affiliate have that might help
a foundation succeed? Usually, these attributes include access to a significant number of
members, knowledge in the areas of educational practice and policy, a network of vendors
serving their members, relationships with a wide range of individual and institutional
education allies, and statewide geographic distribution of activity.

• Has the affiliate missed opportunities for corporate partnerships, bequest gifts, or member
contributions for lack of an allied foundation? What is the history of those missed
opportunities? Are they reasonably likely to recur?

• Is public perception of the affiliate as positive as it would wish? Are there activities a
foundation could undertake that would support a positive public perception of educators
in general or the affiliate in particular? Consider assistance to impoverished students,
crisis intervention, support for high visibility student and educator projects, and
recognition events. All of these activities are likely to support an affirmative view
of the affiliate and its members.

• Are there cases in which educational outcomes could be enhanced by the availability
of additional resources? Consider professional development, evidence-based practice
initiatives, parent engagement, policy development, research, special classroom resources,
scholarships or the like. Think in terms of the specific challenges you face in your state,
region, or community.

• Are there cases in which the affiliate’s members could be better supported via foundation
activities? Consider professional development and National Board Certification assistance,
applied research opportunities, teacher recruitment and retention programs, and special
project support. Would underwriting these activities help the affiliate’s members advance
their professional practice?
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• Are there cases in which the affiliate’s members in retirement may wish to continue
contributing to the field? Consider special solicitation programs for bequest and
memorial giving. Your members in retirement may appreciate an opportunity to
enhance their professional legacy.

• In exploring what peers in other states have learned and done, are there opportunities not
previously imaged in your state or local region? Would capturing similar opportunities
provide the affiliate, its members, or public education with unforeseen benefits?
The Inquiry Group should seek answers to these questions and prepare a very brief and
concrete written statement of need.

Analyze the Landscape
Next, the Inquiry Group will need to scan the external environment to see what competing
interests may exist. For example, if there are one or more major foundations in your area with
educational missions, and they are addressing the same issues you have identified in your own
inquiry, it makes little sense to compete within that niche. Rather, you might consider ways of
partnering with one of those foundations or choose a different emphasis.

A national organization, Grantmakers for Education, is online at www.edfunders.org. Although
some of this website is for members only, and affiliate allied foundations may or may not qualify
for membership depending on the size of their annual giving, their list of members is public.
You can look for major education funders in your area there. In the alternative, the Foundation
Center provides a state-by-state list of “cooperating collections,” or libraries with access to their
full database of foundations. You can find a cooperating collection near you at
http://foundationcenter.org/collections/. Request the help of research librarians,
who can show you how to learn more about education funders in your area. Foundation
Center membership allowing online access to data is available and can be a very
valuable resource, but it is premature at this phase of your inquiry.
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In addition to major foundations, be sure to explore the school foundations movement in
your area. If school or district-based foundations for the schools are prevalent, consider their
missions and funding sources. You can begin a search through the National School Foundation
Association at www.schoolfoundations.org. Avoid becoming a competitor to existing resources.
Donors don’t like it, and it wastes human energy and scarce resources. Find a programmatic
space that makes a unique connection between the donors you are best positioned to access
and your foundation’s needs and aspirations.

Once research is complete, the Inquiry Group should write a simple landscape analysis. It might
take the form of a table showing the name of other area education foundations of import,
whatever is known about their primary donor base, and the general types of grants and
programs they maintain. Lastly, this document should identify the niche left open for the affiliate
allied foundation in terms of donors and functions. It is important that this work be realistic and
any potential areas of overlap or conflict be clearly identified and addressed.

Frame Early Expectations
Working with a more refined sense of the possibilities based on the landscape analysis, the
Inquiry Group can begin to develop a more defined set of expectations for the foundation. At
this phase, it makes sense to begin matching needs identified through the needs assessment
with possibilities identified in the landscape analysis.

This phase of the work is all about creative analysis of opportunities and identification of
strategies that hold the promise of addressing the needs of donors, the needs of the affiliate,
and the needs of targeted service populations such as affiliate members, students, and/or
district administrators. Keep in mind that benefits to the affiliate’s profile are almost always
directly related to the success of publicizing the allied foundation’s outcomes to correctly
defined audiences, including on-going and potential partners.

As an example, imagine a state in which there are high numbers of at-risk students, good public
basic services, and some successful model practices that are helping at-risk students advance,
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but poor dissemination of the effective model practices into smaller districts and rural areas.
Imagine that the affiliate itself has a higher profile and more public acceptance in urban areas.
While local traditions, preferences, practices and political considerations vary, some ways an
allied foundation could intervene to good effect in this scenario might include:

• Creating teacher stipends to support mentoring partnerships between teachers in the model
practices schools and those in rural areas or smaller communities, underwriting costs
or providing grants for observational site visits and consultations, or providing grants
to launch and maintain learning communities in target areas directed at
implementing successful models;

• Providing direct services that support dissemination of techniques, including offering related
training, creating virtual communities, partnering with local colleges and universities in
implementing related curricula, or publishing toolkits or online resources;

• Seeking corporate partners doing business in target locales and engaging them in the
implementation of successful models; or

• Calling public attention to the model practices by conducting high visibility recognition
programs for implementing districts, implementation leaders, and successful teachers.

The Inquiry Group should conclude this phase of the work by creating a simple portrait of the
imagined foundation. The document should address these basic questions:

• Which issues is the foundation most dedicated to addressing?
What outcomes are sought?

• How would the foundation address these issues? Grants? Direct services?
Special partnerships with funders or related service providers?

• In what way or ways is the foundation uniquely positioned to address
these issues in the manner chosen?
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• Who are the stakeholders with a direct connection to each of
the issues addressed?

• How would the foundation provide an opportunity for all, or most of,
the stakeholders to participate?

• What groups of donors are the primary sponsors of the
foundation as envisioned?

• What benefits might each participating stakeholder group expect to obtain?
Taken together, the answers to these questions should provide a picture of the foundation as
envisioned. That picture, documented as a written portrait, will become the backbone of the next
phase of the inquiry, a feasibility study.

Conduct a Feasibility Study
While some feasibility studies are very complex, expensive affairs undertaken by consultants,
in this case they need not be. Quite simply, the Inquiry Group needs to learn if the donors
they imagine contributing to the foundation are, in fact, likely to do so. Consider the feasibility
study an opportunity not only to learn about potential giving, but also to gain insight into
how the affiliate is viewed, whether or not the portrait you have created resonates with
potential donors, what language respondents respond to and use, and what ideas generate
excitement or concern. It is an opportunity to learn how potential supporters respond to the
foundation as described, and which of the aspects of the foundation compel their interest
the most. Use the portrait of the foundation you have created as a tool in initiating focus
groups, surveys, and interviews.

Since most affiliate allied foundations rely at least in part on soliciting the affiliate’s
membership for donations, it is wise to test their interest in giving. Options for gaining
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their input might include an online survey using a tool such as Survey Monkey, online at
http://www.surveymonkey.com or conducting a few focus groups to discuss interest in giving.

A good focus group question might be “If we launched a foundation, and that foundation
worked to advance teaching and learning in our state [or local region], what kinds of activities
would you support with personal contributions?” Other focus groups could ask “If we launched a
foundation that worked to improve teaching and learning, would you be more likely to give if we
solicited funds annually via e-mail, asked for contributions at our annual meeting, provided a
check-off on your annual membership dues invoice, or had a peer talk with you at your school?”

On-going foundations wishing to strengthen their fund development might ask “Which of our
programs do you find the most compelling? Why?” or “What changes in our approach or
activities would make our foundation more worthy of your interest and support?”

In conducting these groups, it is important to assemble participants who are diverse in terms
of years in the profession, level of instruction, geography, and demographics. It may be wise
to assemble a specific group of retirees, who often have different and important views. It’s also
important to listen, hear, and document what is being said. Remember to record objections
and concerns as well as reasons for enthusiasm or acceptance.

Next, if you envision using your foundation as a vehicle for corporate partnerships, conduct
interviews with major corporations that do business with the association or have a known
commitment to education or workforce development. Coordinate these conversations carefully
with other on-going communications in which the affiliate may be engaged. Develop a list of
5-10 questions to use in framing the interviews, so that each interview subject addresses the
same topics. The interviews should be frank, and direct themselves to testing the corporations’
interest in exploring charitable partnerships with the foundation. In addition to the portrait, arm
your interviewers with facts about the demographics and geographic distribution of the affiliate’s
membership. To a corporation, that information reveals what market segment any partnership
activities could reach and is often a powerful incentive to participate.
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A word of caution here. In approaching these interviews and in working with donors in general,
it is important to understand that the relationship between foundations and donors must be
structured as a partnership of equals. Know in advance what kind of access you can and
cannot provide to the affiliate’s members. Do not suggest that partners can be granted direct,
unrestricted access to the affiliate’s membership lists or communications. Do not imply that
any offer for partnership will be accommodated. Rather, seek to discover feasible, mutually
advantageous partnerships. For example, consider whether you will be willing to contact
members by mail or e-mail on behalf of corporate donors, whether your foundation would
be willing to name an award or program after a significant donor, or whether lead donors
might be granted promotional space at annual meetings. During the feasibility study
distinguish carefully between the discussion of ideas for partnership that must be
considered further and those that can be promised.

If your landscape analysis revealed other groups of potential donors, use similar
approaches to test their interest.

These opportunities should be used to test and refine the ideas captured in your portrait.
Listen for opportunities you did not foresee. Identify any barriers to moving ahead that may
need to be resolved. Carefully integrate the information you gain into your view of the
foundation and its prospects. For example, you may learn that members would be most
responsive to giving in support of professional advancement initiatives, but that corporate
partners are most inclined to support in-classroom approaches to broader academic
attainment. That might suggest your new foundation needs a two-program approach,
or perhaps an approach that ties professional advancement directly to in-classroom
attainment outcome measures.

Document these discussions with confidential notes that include names of interviewees
and who they represent, dates of the interviews, the name of the interviewer and the content
of the discussion. You may wish to return to these individuals later, as a part of cultivating
15
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Once the landscape analysis, feasibility study, and revised portrait are complete, you can
begin to formalize working descriptions of the foundation including vision, mission, and
values statements, an operating budget, and a governance structure.

Forge a Vision Statement
A vision statement is a picture of the world the foundation hopes to help create.
It serves as a pole star as the organization moves forward in time. It can help make
sure the organization’s efforts over time are headed in the same direction. For example,
the vision of the NEA Foundation is

“A great public education for every student.”

Imagine how different the NEA Foundation programs and services might be if its vision
statement were “A great teacher for every learner.” Think carefully about your vision statement,
and make sure it is specific enough to do the job, can inspire people to common purpose,
and describes the desired future.

Frame a Mission Statement
Once you have reached agreement on a vision, develop a mission statement. A mission
statement is a concise statement describing the foundation’s reason for being and, in some
cases, its core functions. It is used to convey that information to the foundation’s own staff
and board, and to its partners, funders, and members of the general public. A good mission
statement is clear, powerful, and broad enough to guide an organization’s decision-making.
In drafting effective mission statements use high impact, common language. Avoid jargon
and platitudes. In many cases, the mission statement also identifies a geographic service
area when that information is not implied by the description of the target beneficiaries.
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For example, the mission statement of the NEA Foundation is

“The NEA Foundation, through its unique partnership with educators, advances
student achievement by investing in public education that will prepare each of
America’s children to learn and thrive in a rapidly changing world.”

Craft a Values Statement
With vision and mission statements in hand, it is useful to create a values statement.
A values statement is a list of underlying principles that will guide the foundation’s decisions
and practices. They are the basis for the ethical standards that characterize the foundation’s
internal and external behavior. Values statements are used to guide organizational planning, to
set standards for employee conduct, and to communicate basic values to external stakeholders.

For example, the values statement for the NEA Foundation is

“Equal Opportunity. We believe public education is the gateway to opportunity.
All students have the human and civil right to a quality public education that
develops their potential, independence, and character.

A Just Society. We believe public education is vital to building respect for the worth,
dignity, and equality of every individual in our diverse society.

Excellence. We believe excellent schools are continuous learning communities for
students and educators alike. We further believe public education is accountable to
the citizenry for ensuring an educated populace.

Democracy. We believe public education is the cornerstone of our republic. We
believe public schools are responsible for teaching students the skills they need to
become informed, compassionate participants in civil society and to advance the
economic, social, and intellectual capital of the society in which they live.
18

Moving Ahead

Participation. We believe all sectors of society share a responsibility to provide public
education with human and material support, guidance, respect, and encouragement
commensurate with maintaining an educated populace.

Professionalism. We believe and publicly acknowledge that educators play a critical
role in creating and leading each school’s learning community.

Partnerships. We believe partnerships with all members of the education
community, parents, families, researchers, policymakers, and communities are
essential to effective public education and student success. The National
Education Association is a critical partner in the Foundation’s efforts
to achieve excellence in public education.

Build an Operating Budget
Next, create a 3-year operating budget for the foundation. Naturally, this budget will be
theoretical, because it will rest on your projections for the amount of money you will be able
to raise. Still, it’s a very important exercise that will help you flesh out the emerging picture of
the foundation you are building. It also provides a necessary basis for your attorney as he/she
consults with you on matters related to creating your foundation as a legal, tax-qualified entity.
Think about these fundamental questions:

• How will you approach gaining support from members? Are you working toward an
agreement for an annual allocation from the affiliate’s on-going resources? Are you
planning to secure membership’s permission for an automatic assessment in addition
to annual membership fees? If so, will you rely on an opt-in or opt-out check-off in
soliciting members? Do you plan an annual campaign of member solicitation?

• Will you approach members and members in retirement in the same way, or will you
conduct a separate campaign soliciting each of these groups independently?
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• Are you targeting corporations as contributing partners? Which corporations? What level of
support did the feasibility study lead you to consider possible? What form do you expect
these contributions to take? How many corporate partners do you foresee successfully
cultivating in each of the first three years?

• Are you targeting any foundations as contributors? Which ones, for what purposes, and
at what levels? How many foundation partners do you foresee successfully cultivating in
each of the first three years?

• Are there key individual philanthropists you foresee soliciting? At what levels and for what
purposes? How many individual philanthropists do you foresee successfully cultivating in
each of the first three years?

• Are there other solicitation strategies, such as the creation of memorial funds or large-scale
special events that you foresee? When, how many, for what purposes, and at what levels?

• In what ways is the affiliate willing to make in-kind contributions? Will they donate office
space and/or equipment, administrative and clerical staff hours, communications tools
including a web presence and e-mail communications with members, legal and accounting
support, and/or public communication/media relations support? What is the estimated
annual value of these services?

• What administrative expenses do you project? These costs include administrative
salaries and benefits; administrative services such as legal, accounting, financial and
risk management; licensing fees and filing costs; staff and board development; travel and
lodging; subscriptions and memberships; occupancy and utilities; electronic connectivity;
information management; supplies and materials and the like. Many foundations work to
separate overall administration from fundraising and program administration expenses.
Such an approach can give donors a clear sense of the proportion of their donations
that reach into direct services and grants.
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• What kinds of program expenditures (direct services and grants) do you intend to make
each year? In what amounts do you foresee making them?

• What are the expected costs of administering the programs? These costs could include
staffing, developing a grant application and review process, conducting the process,
communicating with applicants and reviewing and learning from final reports of funded
activities. Costs associated with direct programs (activities performed directly by the
foundation) could include staff or contracted service expenses, program space and
equipment, advertising and/or enrollment, and program evaluation.

• What will it cost for you to raise the funds you plan to seek? Costs could include staff time,
the design of solicitations, creation of print and electronic communications, meetings with
donors and donor groups, public presentations, purchased electronic fund raising systems,
donor acknowledgement activities, and campaign record keeping and response materials.
Design a Governance Structure
Give some good hard thought to the design of your board. For most affiliate allied foundations,
this will include consideration of how closely the foundation should be toggled to the affiliate
itself via overlapping leadership.

A good beginning point is to consider the basic responsibilities of a board. Generally speaking,
boards are responsible for

• Creating, maintaining, and modifying the organization’s vision, mission, and
values to keep the foundation current and relevant;

• Defining the organization’s programs and services;
• Participating in the creation and monitoring of the organization’s strategic plan,
budget, staff structure and personnel policies;

• Hiring and overseeing the organization’s executive director, or the person fulfilling
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• Establishing a system of organizational accountability including a system of

regular program evaluation, fiscal reporting and control, and annual reporting;

• Linking the organization to people, resources and opportunities that
advance the mission;

• Reflecting back to the organization key outside stakeholders’ points of view;
• Serving as ambassadors advocating for the organization and its work;
• Fundraising, usually via both direct contributions and participation in
the solicitation of others;

• Acknowledging the organization’s supporters in visible, public forums;
• Troubleshooting for the organization; and
• In the case of grant making and grant soliciting organizations, approving both
applications for funds and for the distribution of grants.

Thinking about the actual role of the board in the context of the design of your foundation
makes it easier to determine how the board should be structured. For example, if you intend
to rely heavily on member contributions, you will probably wish to include slots on the board
for general members of the affiliate. If you wish to rely on corporate partnerships, it may be
wise to include links to the corporate sector. If you plan to fund your organization with annual
appropriations from the affiliate itself, you may choose to define a board heavily weighted
toward the affiliate’s staff and board leadership. If a major initiative you foresee lies
in cultivating educational innovation, you will probably want to seat innovators.

The foundation’s board may be designed to be self-perpetuating or appointed. Self-perpetuating
boards are those in which board members serve a term or terms and then elect their own
successors. Appointed boards are created based on appointment by a designated person, for
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example, the President of the affiliate. While the law allows for elected boards,
as a practical matter most affiliate allied foundations do not have general members who
would ordinarily be the electors.

Each of these designs has strengths and weaknesses. Whatever choice you make, consider
the fact that when foundations become too insular, they often fade away. When governance
is not refreshed by term limits, the risk that the organization grows dependent on a handful
of people, rather than building true institutional stability, increases. So, too, does the risk that
tired programs will outlive their usefulness and dated ideas go unchallenged. And be aware
of the fact that the confidence of donors is often predicated on the endorsement of board
members to whom they feel personally or professionally connected.

For affiliate allied boards, it is particularly important to design a board structure that balances
the need to align the foundation with the affiliate’s broad purposes, assuring its confidence
and continuing commitment, with the need for links to other stakeholders of importance to
the mission chosen. Many affiliate allied foundations have boards with designated, overlapping
seats in relation to the affiliate’s own board and staff. For example, the Chair and CEO of the
affiliate may automatically serve on the allied foundation board, with other seats designated
for affiliate members and key external stakeholders.

Choose the right the size for your board. Most new foundations have comparably small
boards of five to nine members. Over time, if the need for a larger board emerges, you can
grow your board by modifying the bylaws. Smaller boards are nimble, which is an important
attribute early on. Additionally, maintaining a board does consume organizational resources.
If the board is of a reasonable size, the investment in the board has a positive overall return
to the foundation. When boards are too large, they can drain resources notably including
staff time, travel, and lodging expenses.

Once you’ve determined how you wish to allocate slots on the board, identify the skill sets
that will advance your foundation. You will want to include people with capability in both
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administration and in the program issues you wish to address. It’s also very helpful to have
individuals experienced in both fund development and communications, which are sometimes
overlooked. Some boards include professionals who donate services to the organization, most
frequently attorneys and accountants. For affiliate allied foundations, however, these services
may be available on an in-kind basis via the affiliate’s own professional service providers.

Establish a Legal Entity
“Foundation” is not a legal term, it is a general use term describing a nonprofit organization that
collects money, usually from grants or tax deductible (also called tax-qualified) donations, and
uses the money to make grants and/or conduct programs and direct services that advance
a specific civil agenda, such as education. Legally, then, an affiliate allied foundation will
most often be a nonprofit corporation.

You may also wish to consider the option of creating a fund within your community foundation
rather than creating an independent nonprofit organization. That approach allows your
philanthropic activity and investments to be managed by the community foundation,
reducing administrative burdens. In making this consideration, the Inquiry Group should
meet with community foundation representatives to compare the expectations and needs you
have defined with the options they offer. In some cases, the match is good and makes sense.
In other cases, the reduced flexibility imposed by the community foundation’s requirements
makes a match less desirable. You can identify your local community foundation and learn
more about community foundations in general at http://www.communityfoundations.net.

State law defines nonprofit (also called not-for-profit, charitable, or non-stock) corporations
by prescribing their structures and permitted practices. In many states, charitable entities that
will solicit funds also need to register with their home Secretary of State and of any other
state in which they plan to fundraise.

Federal tax regulations, on the other hand, control which nonprofit organizations may receive
tax-qualified donations. That means there are two main sets of regulations that concern the
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formation of a foundation, in the sense that term is being used here. First, the organization must
conform to state law defining nonprofit corporations. Second, the purpose and uses of the
corporation’s funds must conform to relevant IRS regulations. Not surprisingly, this means legal
services are necessary to getting the job done right.

It is more effective for the Inquiry Group to answer the fundamental questions an attorney will
need to have answered in preparing the necessary documents than to concentrate too much on
becoming expert in nonprofit and tax law. That said, the majority of affiliate allied foundations
will eventually be organized as nonprofit organizations within the relevant state law, and as
public charities, an IRS category that means the corporation is organized for a qualifying
purpose (education is an qualifying purpose) and receives its funding from a variety of
sources, rather than only one source, such as a huge donation from a single donor.

If you continue to pursue the creation of an independent nonprofit foundation, basic questions
your attorney will ask include:

• What is the purpose of this organization?
• Do you wish this organization to be established for the foreseeable future, or only for
a specific number of years?

• Who are the founding incorporators? What are their professional titles and contact
information? The members of the Inquiry Group might well be the logical individuals for
this role. Three individuals usually suffice and this role is transitory; once a board is
formed, founding incorporators’ responsibility for the organization passes.

• How will the board be structured? Is there a written conflict of interest policy? Do you
need help in drafting one? Laws governing the control of conflict of interest in foundations
are quite strict and in some cases counter-intuitive, so seeking legal guidance in
forming these policies is wise.

• How will the organization raise money and from what kinds of donors?
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• What is the projected budget of the organization for the first three years?
• Will the organization make grants and to what kinds of individuals or organizations?
For what purpose?

• Will the organization undertake direct programs and services? Of what kind, for
what purpose, and for whom?

• Will the organization offer compensation to, or engage in a sales relationship for any
goods, leases, or services with its directors?

• Will the organization attempt to influence legislation? Generally speaking, nonprofit
organizations must confine any efforts to influence legislation to a very small portion of
their overall activity. Efforts to educate the public concerning an issue that may be the
subject of legislation, however, is a permitted and unrestricted activity.

• Are there bylaws for the organization or do you need help in crafting them?
The Foundation Center offers sample bylaws from a number of nonprofits at
http://www.foundationcenter.org/getstarted/faqs/html/samplebylaws.html. Your peers
in other states also may be willing to share their allied foundation bylaws with you.

• Are there draft articles of incorporation or do you need help in crafting them? State law
defines what is required in articles of incorporation, but in general this document outlines
the fundamental characteristics of your corporation.

Eventually, there may be other questions to answer, but most flow from these basic issues.
Once you can answer most of the questions above, at least in a tentative way, it’s time to get
an attorney on board. The attorney should work with you to understand any tensions that may
exist between your initial ideas and legal requirements, and help make some basic choices
that will put your foundation on a firm legal footing.
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Generally speaking, the initial legal requirements for establishing a nonprofit corporation include:

• Developing and filing written articles of incorporation in accordance with state
law. In many states, charitable organizations must register and report special
information. You can access information on your state law via the Secretary of
State’s office. Find your Secretary of State online via the National Association of
Secretaries of State at http://nass.org/index.php?option=contact_display.
• Developing written bylaws. Don’t fall into the trap of spending months on bylaws.
Get the content decisions right, and the bylaws will follow as a simple
codification of your plans.
• Filing certain federal applications including application for an Employer
Identification Number and an Application for Recognition of Exemption Under
Section 501 (c) (3) of the Internal Revenue Code.

Your attorney can guide you in each of the steps listed. It can take the federal government
several months to award an IRS letter of determination. Use the waiting time to take other
important first steps discussed below.
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Once the legal entity is created by completing required state filings, it is appropriate to seat the
board. The seating of the board is an excellent opportunity for communication with the affiliate’s
general membership and other potential partners, announcing the creation of the foundation
and celebrating the opportunities it will provide. Do not, however, solicit or accept funds until
your attorney notifies you that the IRS has confirmed your tax qualified status.

Pass the Torch
The members of the Inquiry Group should meet with the new board and orient them to the
thinking that has lead to the creation of the foundation. That way, the new board members can
all begin on the same page, and have a sense of the expectations and ideas that stand behind
the foundation. The attorney who has assisted in creating the organization should also meet
with the board, briefing members on the legal requirements that govern their actions, control
conflict of interest, and mandate regular public reporting. Directors should also have an
opportunity to discuss their expectations of one another an any staff supporting their work.

Other early tasks for the board include:

• Establishing operating policies that address conflict of interest, ethical standards,
organizational transparency, and standards for on-going board development and learning.
These are fundamental to any well run board.

• Assessing the need for insurance and securing necessary coverage. State laws regarding
the liability of directors themselves vary, and your proposed activities may dictate the need
for various forms of liability protection. If you intend to employ staff, other insurance issues
emerge. Work with a professional experienced in foundation risk management. Be aware
that in some rare instances, grant making agencies can acquire some liability for
their grantees’ activities.

• Assigning responsibility for legally required reporting and developing a mechanism to
monitor that work. In general, tax reporting and legal charitable reporting requirements are
relatively straightforward. Keeping up to date, whether your foundation is active or simply
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exists on the books as a stand-by tool, is required. Board members are responsible for
these filings. Generally speaking, nonprofit organizations with more than $25,000 in
annual revenue are responsible for making their main tax document, called a 990 or
990 EZ, available for public review. Foundation expenditures, the names of their directors,
the types of funds they raise, their investments, their grantees and amounts awarded
are, therefore, public records.

• Review and affirm of modify the Inquiry Group’s proposed vision, mission, and values
statements and the operating budget.

• Develop a first year operating plan addressing fundraising, program design and
management, communication, and on-going evaluation. Since you have already built
a budget for the first operating year, the underpinnings of an operating plan exist. This
plan should help you structure the activities already budgeted over time, and assign
responsibility for their completion among board members, volunteers, and/or staff.

• Clarify any agreements with your affiliate to share resources or information. Because
defining and maintaining a mutually satisfactory relationship between the affiliate and
the foundation is paramount, agreements between the two should be spelled out in writing.
If, for example, a part of your strategy is to seek member approval at an upcoming meeting
for an automatic contribution assessed as a part of annual membership dues, that should
be documented by both the foundation board and the affiliate. If the affiliate is providing
some donated staff time and office space that too should be documented. Reducing these
sorts of agreements to very simple written documents can avoid shifting sands for either
party as the natural evolution of leaders changes the cast of players.

• Connect with peers in the local philanthropic community, other NEA affiliate allied
foundations, and professional organizations designed to advance philanthropy. This may be
the single most important step you can take to insure success. The promise and challenge of
managing an affiliate allied foundation has a great deal in common with the issues facing
other foundations. A wealth of information exists to help foundations become effective,
imaginative organizations. The knowledge and generosity of others engaged in this work is
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abundant. Beginning resources for connecting are listed in the Resource section at the end
of this document; use them purposefully.

Once the steps described here have been completed, your foundation can begin to design and
implement its programs of fundraising, programming, and grant making.

Design Programs
Fortunately, the groundwork already done in designing the foundation provides a basis for
creating specific programs. For example, your foundation’s portrait, combined with the vision,
mission and values statements, lets the new board know what needs the foundation has been
designed to address. While the discussion below can help a new foundation establish its initial
programs, it can also be used by on-going foundations to review and strengthen existing
programs or create new programs where warranted.

Look for models that parallel your situation to use as beginning points in your thinking.
Search for the simplest model that you believe serves your needs and creates adequate
appeal and accountability for your donors. Tweak the model to fit your circumstances.
Consider the fundamental questions below in creating any program, whether via direct
service or grant making:

• How will this program advance our mission? It is consistent with our values?
• What specific outcomes do we expect? How will we measure the outcomes?
• What specific activities will be a part of this program?
• What is the scale of the program?
• How much money will we allocate to this program?
• How much time will we allocate to this program?
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and to whom will we disseminate learning and accomplishments
• How
of this program?

• Is the program within the foundation’s current capacity?

It is not uncommon for affiliate allied foundations to perform direct services such as offering
targeted professional development programs, engaging in policy development work, or piloting
effective practices. Still, for new foundations, managing direct programs may be a challenge.
Assess your organizational capacity carefully, and proceed in that direction only to the extent
that the foundation is the best provider of the desired service. Otherwise, consider purchasing
the service from an established provider, or partnering in the delivery of service.

Designing and implementing high impact, efficient grant programs is a much studied art. Your
peers in both affiliate allied and other foundations can be of help should you decide to make
grants. Effective grant making systems share certain common characteristics:

• They are focused on specific outcomes that advance the funder’s mission.
• They are based on criteria that clearly frame desired outcomes, but also allow for creative
approaches in attaining those outcomes. It is counter-productive to over-prescribe
specific grantee behavior.

• Opportunity cost is considered in the design of the system. The burden of application
and participation as a recipient is proportionate to the size of award and related
accountability requirements.

• They are fair. Decisions are based on stated criteria, not personal associations or political
considerations. Efforts are made to make sure the whole pool of eligible applicants has
equal access to information leading to application and award.
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• They are administered efficiently using online applications and electronic grants
management systems where warranted.

• The grant making program is as rigorous in the overall evaluation of its own program
accomplishments as it is in evaluating individual grantees.

• The grant making program is mindful of creating sustained impact on the field as a whole.
In addition to these broad observations, there are finer-grained considerations in the design of
grant making systems. It is useful to think of grant making programs holistically. The many parts
of the system must be in sync. It is surprising how often one encounters grant making programs
where there are logical inconsistencies. To avoid the waste and confusion associated with
incoherent approaches, consider the following questions in the context of the whole:

• What kinds of activities are eligible for support?
• Who is eligible to apply?
• What specific criteria will we apply in making award decisions? What kinds of evidence will
we accept for each criterion? Are our criteria stated in clear, concrete language? Do we tell
applicants what kind of evidence we consider in applying each criterion?

• What is the maximum amount of money each applicant may request? Will we require
matching funds? Be aware that requiring matching funds reduces the likelihood that
impoverished locales, institutions, or individuals may be able to apply.

• What review process will we use? Grant making systems often create fairness by changing
reviewers over time, to ensure inclusion of a variety of informed views.

• How will we administer actual awards? Where awards are small and many in number, the
cost of administration can quickly outstrip the aggregate dollars awarded. Think carefully.

• Do our guidelines give applicants a clear understanding of our rules of eligibility, criteria, and
the review and award process? Do we tell them where to turn with pre-application inquiries?
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• Are our process rules clear? For example, are we clear about incomplete, inaccurate, and
late applications? Do we state our decision timeline? Do we tell applicants how they will be
notified of both receipt of their application and our award decisions? Do we give
constructive feedback to all applicants whether successful or not?

• Does our application form have a clear and direct relationship to stated criteria,
gathering necessary information to judge each criterion? If not, reviewers cannot
make criteria-based decisions.

• Do we clearly address the responsibilities associated with being awarded a grant?
These responsibilities could include crediting the foundation’s support in written and
electronic communications, providing foundation staff with notice of grant funded public
events, providing access to funded activities, documenting work with photos, digital
recordings, or written records, and completing final financial and narrative reports. Are we
careful to avoid imposing obligations from which we do not have the capacity to benefit?

• Do we have a clear strategy to follow through on program evaluation intentions and plans,
so that we can determine the overall outcomes of our grant making program and refine it as
necessary? Thinking about desired outcomes early in the design of programs is a necessity.
Consider what outcomes you seek from both individual grantees and the overall foundation
program. If you are unfamiliar with outcome measurement, check with your local United Way;
they are leaders in outcome-based funding systems. There are also consulting firms and
software products that can aid in outcome measurement; a simple Google search for
“outcome measurement” or “measuring outcomes” will provide many options.

• Do we have a clear strategy for keeping partners in funding the program apprised
of its accomplishments?

• Have we made every step along the way as simple as possible for all parties?
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When the design of a grant making program is lean, simple, and fair it is far more likely to be
sustainable. When it is evaluated regularly, it is far more likely to provide real accountability to
donors and to create outcomes that advance the foundation’s mission.

Raise Money
Raising money, often referred to in the charitable sector as “development” or “cultivating
partnerships,” can seem overwhelming or mysterious to people new to the field. And, in fact,
it combines art and science to some degree. But affiliate allied foundations have a some very
significant aces in the hole when it comes to successful fundraising. Consider:

• Via the affiliate, you have direct access to a huge group of potential donors

already known to be committed to public education, namely the membership.

• Your affiliate already has a set of communication tools, likely including regular
newsletters, annual meetings, e-mail alert systems, and a website which
can be shared with you.

• Your affiliate may have corporate partnerships already in place, and certainly
has relationships with some set of major vendors. These alliances are prime
targets for the foundation’s cultivation.

• Corporations and foundations with known commitments to workforce

development and public education are widely dispersed across the nation.
Unlike many competing issues, you do not face the challenge of “selling” the
need for strong schools to your most likely partners.

The key to thinking about fundraising is to abandon the notion of begging for help, instead
framing development work as an exchange of value, a two-way street. You are offering things
of value to the partner, and the partner is responding with a donation. In the broadest sense,
affiliate allied foundations are offering stronger public education, and the partner gives
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money, goods, or services to acknowledge the value of better public education to their
business, family, community, or values.

Of course, in real conversations with partners, these exchanges may have a more fine-grained
set of determinants. You may be offering improved second language learner instruction to a
corporate partner struggling with a workforce in which absence of English fluency is a barrier to
productivity. Or, you may be offering professional development stipends for improved technology
skills and your partner may be an educational technology producer wishing to increase their
visibility to educators with technological interests as a part of growing their market.

The same is true where member contributions are sought. You are not “pleading” with members
to do a disinterested, noble thing. You are offering them an attractive opportunity to memorialize
master teachers who pass, to provide resources that help impoverished children succeed
in school, to demonstrate their commitment to best practices, to hone new skills for the future,
to contribute to an important policy debate, or whatever other outcomes you may seek to effect.

Here are a few beginning points to consider in developing a fundraising capability and plan:

• Consider the models discussed throughout this document. Some may suit your situation.
• As a new foundation, do not risk untried development strategies. There will be time for
that when your foundation matures.

• Remember that special events are extremely labor intensive, and usually low-reward
activities better suited to acknowledging partners and cultivating a stronger public presence
and a bigger list of prospective donors than raising dollars. Exceptions to this rule
abound, but proceed with caution.

• Consider the very simple and effective web-based solicitation tools now available. These
tools can yield a strong cost-benefit, and they enjoy broad acceptance among donors. There
are a number of teaching and learning-focused giving sites that you can join, model an
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independent initiative on, or simply call to members’ attention. You can explore this option
by visiting any or all of these sites.
http://www.donorschoose.org/homepage/main.html?zone=204;
http://classwish.org/
http://www.digitalwish.com/dw/digitalwish/home
http://www.goldstarregistry.com/

• Keep it manageable, and place priority on developing regular solicitation approaches. The
appeal of the membership dues related check-off is its automatic nature. Similarly, an
annual giving solicitation, usually conducted near the end of the tax year, is a good system.
The more regular your fund development, the more sustainable your foundation.

• There are people in your community who work as fundraising professionals. There are
community members who have served on boards that raise money and have invaluable
experience. Learn all you can from them by simply asking their advice.

• There are hundreds of books, seminars, online training programs and professional
organizations devoted to transmitting fundraising skills. As educators, your foundation’s staff
and board should be expected to vigorously pursue these learning resources.

• Use the resources of the Association of Fundraising Professionals, online at
http://www.afpnet.org/. The site provides access to articles on a wide variety of fundraising
topics. Additionally, they may have a local chapter in your community.

•

37

Conclusion

There are many reasons to consider creating an NEA affiliate allied foundation, and probably as
many ways to go about it as there are states in the union. This toolkit has been created to help
interested affiliates assess the promise of philanthropic engagement, and find their way toward
a successful approach. The philanthropic community is emerging as an increasingly critical
sector in public education. The NEA Foundation believes interested affiliates may be able to
expand their influence and strengthen education by participating.

Resources

Helpful Organizations
Association of Fundraising Professionals (AFP)
The Association of Fundraising Professionals works to advance philanthropy through advocacy,
research, education and certification programs. The Association has over 200 local chapters
worldwide. It offers wide ranging resources on a variety of topics related to fundraising, and has
an especially strong commitment to ethics. Explore the Association online at
http://www.afpnet.org.

Council on Foundations
The Council on Foundations is a membership organization that supports grant makers in various
aspects of foundation management. Explore the Council online at http://www.cof.org.

Grantmakers for Education
Grantmakers for Education is a national membership organization working to strengthen
philanthropy’s capacity to improve educational outcomes for all students. Their website gives
public access to several useful publications including a set of recommended Principles for
Effective Education Grantmaking. Explore Grantmakers for Education online at
http://www.edfunders.org.

The Grantsmanship Center
The Grantsmanship Center is a national membership organization that assists nonprofits in
learning the art of seeking grants. They provide publications, information on available resources,
and training nationwide. The Grantsmanship Center can help affiliate allied foundations improve
their own grant seeking skills. Explore The Grantsmanship Center online at
http://www.tgci.com. Many resources are available to non-members.

Foundation Center
The Foundation Center is a national nonprofit service organization expert in organized
philanthropy. It connects nonprofits and grant makers with a variety of tools, the nation’s largest
database of foundations, special research and reports of interest to the field, and offers a group
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of free or low cost educational programs. The Foundation Center has a network of over 400
library/learning centers where you can access their resources. Explore the Foundation Center
online at http://foundationcenter.org.

The NEA Foundation
While the NEA Foundation does not have the capacity to provide one-on-one technical
assistance to affiliate allied foundations, descriptions of its partnerships and grant programs
(including guidelines, selection criteria, and applications) are available online at
http://www.neafoundation.org. These resources may be useful to affiliate allied
foundations as models.

Idealist.org
Idealist.org is a project of Action Without Borders. It is an interactive website designed to allow
people and organizations to exchange information, ideas, and resources. The site is targeted at
people working to build a world where “all people can lead free and dignified lives.” The site has
many resources particular to nonprofit organizations. Affiliate allied foundations may be
particularly interested in the “Nonprofit FAQ” section online at
http://www.idealist.org/if/i/en/npofaq.

National Council of Nonprofits
The National Council of Nonprofits is a network of state and regional nonprofit associations.
The Council works to help small and midsize nonprofits become effective leaders and good
collaborators through the exchange of ideas and practices. You can find your state’s nonprofit
association online at http://www.councilofnonprofits.org/salocator . By connecting with other
nonprofits in your area you can learn from professional peers. The National Council’s website
also contains a variety of useful resources.
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NEA Foundation’s Virtual Community for NEA Affiliate Allied Foundations
The NEA Foundation is in the process of designing a virtual community for NEA Affiliate
foundation managers. The community is slated for launch in conjunction with a new
NEA Foundation website in the winter of 2009. To sign up for participation, e-mail
DeAnna Duncan Grand, Development Officer, NEA Foundation at DDuncan-Grand@nea.org.
Just let her know of your interest.

The virtual community will be place where peers can exchange questions, ideas, resources,
practical suggestions, and documents of interest.
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NEA Affiliate Allied Foundations
This list includes known, active NEA State affiliate allied foundations or similar charitable
vehicles for which online information or references to recent activity is available. Inactive
foundations are not included.
NEA Affiliate

Allied Foundation or Similar
Charitable Vehicle

Website

Alabama Education Association

Alabama Education Retirees Association
Foundation

http://www.aerainc.org/about-aera/thefoundation/

Arizona Education Association

AEA Foundation for Teaching and Learning

http://www.arizonaea.org/foundation.php

California Teachers Association

CTA Institute for Learning

http://www.cta.org/community/ift/

Connecticut Education Association

Connecticut Education Foundation

http://www.cea.org/about/cef/index.cfm

Georgia Association of Educators

GAE Foundation

http://www.gae1.org/content.asp?
contentid=646

Idaho Education Association

IEA Children’s Fund

http://idahoea.org/about-iea/childrensfund/ - hide

Illinois Education Association-NEA

Consortium for Educational Change

http://www.cecillinois.org

Indiana State Teachers Association

ISTA Foundation for the Improvement of
Education

Massachusetts Teachers Association

The Massachusetts Child

http://www.ista-in.org/dynamic.aspx?
id=1230
http://www.massteacher.org/
member_services/comm/
comm_masschild.cfm

Education Minnesota

Education Minnesota Foundation for
Excellence in Teaching and Learning

http://www.educationminnesota.org/en/
events/foundation.aspx

Missouri NEA

MNEA Charitable Fund

http://www.mnea.org/news/HOPE.htm

MEA-MFT

The Montana Professional Teaching
Foundation

http://www.mea-mft.org/mptf.html

Nebraska State Education Association

The NSEA Children’s Fund
The NSEA Scholarship Fund

http://nsea.org/members/
NSEAchildfund.htm

NEA-New Hampshire

The NEA-NH Foundation for the
Improvement of Education

http://www.neanh.org/About Us/history.html

New Jersey Education Association

Frederick Hipp Foundation for
Excellence in Education

http://www.njea.org/page.aspx?a=2140

North Carolina Association of Educators

North Carolina Foundation for
Public School Children

http://www.ncae.org/cms/Foundation+for
+Children/61.html

North Dakota Education Association

NDEA Foundation

http://nd.nea.org/teachingandlearning/
downloads.html

Oregon Education Association

OEA Foundation

http://www.oregoned.org/site/pp.asp?
c=9dKKKYMDH&b=130921

NEA-Rhode Island

NEA Rhode Island Children’s Fund

http://www.neari.org/AboutNEARI/
ChildrensFund/tabid/171/Default.aspx
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NEA Affiliate

Allied Foundation or Similar
Charitable Vehicle

Website

South Dakota Education Association

SDEA/NEA Educational Foundation

http://www.sdea.org/AwardPrograms/
EdFoundation.htm

Utah Education Association

UEA Children at Risk Foundation

http://www.utea.org/newsEvents/
publications/ueaAction/aug05/
issuesAction/childrenAtRisk.htm

Washington Education Association

WEA Children’s Fund

http://www.washingtonea.org/index.php?
option=com_content&task=view&id=154&It
emid=169

West Virginia Education Association

WVEA Foundation for the Improvement
of Education

http://www.wvea.org/teaching-learning/
wvfie/default.asp
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Sample Operating Budget
There are many ways to organize your budget. Below is a sample operating budget. Note that
the budget is built to separate administrative, program, and fundraising expenses where
appropriate. Many foundations find this approach useful in monitoring their activities.

Revenue and Support
Contributions, Affiliate Members
Contributions, Corporate
Foundation Grants (incoming)
Contributions, non-member individuals
Special Events
Endowment allocation to operations
Earned income
In-kind donations
Other income
Total Revenue and Support
Expenses
Salaries
Administrative
Program
Fundraising
Benefits
Administrative
Program
Fundraising
Professional Development-staff
Administrative
Program
Fundraising
Professional Development-board
Administrative
Program

Year 1

Year 2

Year 3
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Fundraising
Professional Services
Administrative*
Program**
Fundraising***
Supplies and Materials
Administrative
Program
Fundraising
Travel and Lodging-staff
Administrative
Program
Fundraising
Travel and Lodging-board
Administrative
Program
Fundraising
Office Equipment
Administrative
Program
Fundraising
Electronic Connectivity
Administrative
Program
Fundraising
Occupancy and Utilities
Administrative
Program
Fundraising
Insurance
Administrative
Program
Fundraising
Memberships and Subscriptions
Administrative
45

Resources

Program
Fundraising
Fees and Licenses
Administrative
Program
Fundraising
Grants (allocation for awards)****
Other expenses
Administrative
Program
Fundraising
Total Expenses

*Professional Services-administrative could include legal, accounting, information technology
services, investment management, and consultation in communications, organizational
development, management, or planning.

**Professional Services-program could include any services purchased by the foundation in the
delivery of its direct or grants programs including, for example, professional development
services for affiliate members, evaluation services for programs, new program development
services, or design services related to an informational publications of the foundation.

*** Professional Services-fundraising could include any services purchased in support of
fundraising activities, for example the design and production of communications tools for
special events or fundraising campaigns, catering services for donor recognition events, or
consultation in the design of annual funding plans and strategies.

**** Grants are, by their very nature, always program expenses.
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